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EXECTUTIVE SUMMARY 

Ash-Ton Auctions is a full service auction company. The company can provide a 

customer with either an on-site auction or a place to consign items at the Tri-County Auction 

Barn. The auctioneers can also help with legal appraisals. Ron Ellis and Paul Ellis are licensed 

auctioneers and appraisers. The company is in business to provide great customer service to 

both buyers and sellers to experience great satisfaction at an auction while making a profit. 

The company needs to form a complete business plan to push the company into the future. 

The company needs to formulate an administrative plan and marketing plan to help the 

company to increase customers and profits. The following plan has been put together to 

furnish Ash-Ton Auctions with the ability to grow and prosper in the coming future. The plan 

looks at what the company consists of right now and how it can use the plan to move into the 

future and become a prosperous and competitive auction company. 

 



MISSION STATEMENT 

Ash-Ton Auctions is dedicated to providing exceptional service to buyers and sellers. 

Our goal is to satisfy our client’s needs in a timely and professional manner. We will diligently 

work to make the sale of property a positive experience for all involved. 

COMPANY BACKGROUND 

In 2003, Ron Ellis was diagnosed with cancer. After treatment and remission, Mr. Ellis 

was physically unable to return to work as a correctional officer. In 2007, Ron Ellis and his 

father, Paul Ellis, pulled on their experience and set out to become auctioneers. Both men 

passed the Indiana Auctioneer Licensing Exam to become professional auctioneers. Ash-Ton 

Auctions was started in 2007. Ash-Ton Auctions began having on-site auctions for customers in 

the summer of 2007. At first, clients were mostly friends and family of the auctioneers that 

needed to sell things. Word spread of the abilities and professionalism of the company. Ash- 

Ton Auctions began advertising in the local newspapers for clients. Soon people called for 

auctions from the advertising and from previous clients’ referrals. For the next two years, Ash- 

Ton Auctions continued having on-site auctions. 

It came to be known to the auctioneers that some customers had items to sell but did 

not have enough to schedule an entire on-site auction. Ash-Ton Auctions needed to find a 

place to conduct consignment auctions. A consignment auction puts items from several clients 

together at a central location. In the spring of 2009, Ron Ellis found a building that could be  



rented to hold auctions. After some construction inside, the Tri-County Auction Barn was 

opened. The auction barn could be used to gather several clients’ items together and sold 

during a consignment auction. Now Ash-Ton Auctions could have an auction every two weeks 

at the Tri-County Auction Barn. Ash-Ton Auctions continues to have on-site auctions when 

applicable and has consignment auctions when enough items can be collected. The business 

has increased for both the auctions barn and on-site auctions over the past 4 years. The 

economy is playing a big role in the amount of people trying to sell items and the amount of 

people coming to auctions to find items cheap. 

In 2011, both Ron Ellis and Paul Ellis received their Certified Appraiser’s License from the 

State of Indiana. They are capable of appraising items for sale, for legal purposes, and for 

financial and insurance purposes. This adds to the ways in which Ash-Ton Auctions can earn 

income and provide customer services. 

ORGANIZATIONAL PLAN 

eo DESCRIPTION OF SERVICES 

Ash-Ton Auctions is a full service auction company. Ash-Ton Auctions can do 

either on-site auctions or take consignments to sell at Tri-County Auction Barn. The 

company can handle estate sales, real estate sales, personal property, business 

interest and assets, automobiles, wholesale items, coins, antiques and art objects. 

The seller can either schedule a full on-site auction to eliminate a house or storage 

unit full of items, or can send a few items to the auction barn to sell. The seller can 

pack the items themselves or Ash-Ton Auctions can pack the items and move them  



to the appropriate site for sale. Ash-Ton Auctions provides all personnel and 

equipment needed to perform a professional auction. Ash-Ton Auctions will set-up 

the sale, perform all aspects of the sale, clean-up after the sale, and perform 

settlement of the sale while keeping the client involved and informed at all points. 

Ash-Ton Auctions is also licensed to appraise items for all legal purposes. 

DESCRIPTION OF CONSIGNERS AND BUYERS 

The experience of both auctioneers contributes to the people that decide to use 

Ash-Ton Auctions. Paul Ellis is experienced in antique toys, books, and glassware. 

People with antique items or in search of antique items trust Paul Ellis to be truthful 

and dependable when it comes to these items. Ron Ellis is experienced in antique 

guns, coins, and civil war memorabilia. People trust his experience and knowledge. 

CONSIGNERS- Consigners, or sellers, are all different. The items they sell are 

different and the reasons for selling these items are different. 

Some sellers have entire house hold full of items to eliminate. These sellers may 

have inherited the houses form deceased family members. They may have taken 

the mementos they desired and now want to part with the rest. Another reason for 

selling entire houses full may be relocation. The seller may not be capable of taking 

all of their amassed property or they are downsizing. The seller may also need to 

liquidate for financial reasons. In these tough times, some people are in a quandary 

on where to find money and selling unwanted personal property can be a good 

solution.  



Some sellers have just a few items to sell. These consigners could be selling for 

the same reasons. There are also some sellers that buy items to resell them for a 

profit. Ash-Ton Auctions does have a few consigners that are purchasing items from 

others to resell for profit at the auction. 

Ash-Ton Auctions has had a few business liquidation sales. The businesses have 

needed to sell their assets, inventory and some land, some farm land, to finalize the 

business. 

BUYERS-Buyers at auctions come from all walks of life. They are all different and 

have different reasons for attending the auction. 

In the past, auctions were known around this area as being a “poor man’s thing”. 

The economy has changed that notion. With the state of the economy, everyone is 

looking for ways to save money. Auctions are now a legitimate and respectable 

place to find bargains on desired items. 

Some buyers come to an auction for one particular item. Some come to 

purchase several things to possibly resell. An advertised item is exactly what the 

buyer wants or needs. Some buyers come to purchase several things to possibly 

resell. Still others come to se if they can go home with a bargain or treasured item. 

Buyers can include dealers, antiques or collectables, family members of the seller, 

treasure hunters, or bargain hunters. All of these buyers may have a set budget or 

may be determined to take an item home. 

ADMINISTRATIVE PLAN  



*LOCATION 

Ash-Ton Auctions was originally conducted out of the home of Ron Ellis. Now 

the business and some storage are located in the Tri-County Auction Barn. The 

Tri-County Auction Barn is located on U.S. 41 in Lyford, Indiana. It is 10 minutes from 

Clinton, Indiana and 30 minutes from Terre Haute, Indiana. The barn is 60’ X 35’. The 

barn has a small office, restroom, a small kitchen area, storage area and an open floor 

for displaying the sale items. The barn is equipped with heat for the winter and can be 

opened up for cool air in the summer. There is seating for approximately 65 people 

leaving space to move around the sale items for all. The barn has display units for small 

items, 20 tables to display items, and large open space to display furniture. The barn is 

equipped with an alarm system to insure security of sale items. The barn has an ample 

stone parking area. There is a sign to attract attention from Highway 41 and point the 

way to the barn. The sign is capable of listing the date and time of the next auction. 

e PERSONNEL 

Ash-Ton Auctions is a family business. Ron Ellis and Paul Ellis are the 

auctioneers. They are also the appraisers and set up the sale items. Michele Ellis 

is the cashier. Ashley Ellis, Ron's daughter, and Vicki Chaney, Ron’s Mother-in- 

law, are the sale clerks. Vicki Chaney is also the sign-in clerk. Jim Chaney, Ron’s 

Father-in-law, Ron Allison, Paul’s Son-in-law, and John McFall are the sale ring 

men. Tonya Ellis, Ron’s daughter, is the runner for the clerking sheets. Adrianna  
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and Kaila Allison, Paul's granddaughters, run the snack shop. Barbara Ellis makes 

the food for the snack shop. Ron Ellis does all of the pre-sale paperwork and 

post-sale finishing paperwork. Ron Ellis, Paul Ellis and John McFall together do 

all of the pre-sale set-up and post-sale clean-up. Only John McFall is paid an 

hourly wage for his work. Adriana and Kaila are given a percentage of their 

sales. Ron and Paul Ellis receive a share of the commissions after all expenses are 

paid. 

eo ACCOUNTING AND STORAGE 

At this point in time, all important information on items, sellers, buyers, 

expenses, and tax information is stored on paper. Consignment sheets, clerking 

sheets, item descriptions, tax exempt information sheets, sale settlement sheets 

and buyer information sheets are all collected on paper and are required to be 

retained for five years. With all the separate sales and consigner’s, these sheets 

are building up which requires a humungous amount of storage space. There are 

two file cabinets at the auction barn and three more in the basement of Ron 

Ellis’ house. A new system needs to be found to store all this information. All of 

this information could be easier to access and handle if there was a software 

system in place to keep this information in a computer program. These systems 

can help lessen the actual paper that is used. These systems can help keep track 

of consigner’s information, item information, expenses, bank accounts, bidder 

information, and tax information. The software can also expedite the cash-out 

process during the sale. The bidder's could be given an itemized professional bill  
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instead of a calculator tape and card slips. The software will also put the 
  

  

expenses in a manageable designated area for processing and report generating. 

e SOFTWARE 

At the present time, Ash-Ton Auctions does not have a software system. 

Everything is done with paper and pen. Ash-Ton Auctions needs to acquire a 

software system to integrate and improve the accounting, processing, reports, 

and storage of information. There are many auction software systems available 

for sale. The software has the ability to speed clerking, cashiering, and report 

generating. The software would provide Ash-Ton Auctions with the ability to 

produce professional appearing receipts and consigner reports. The software 

systems help the auctioneers with post-sale detailed reports including sales and 

fees. This would improve customer service. 

The following screens show the abilities including with the software systems. 

Customer Maintenance.  
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Pricing for one of these systems is listed below. Ash-Ton Auctions could afford 

to try the rental agreements for two workstations. The software system would 

be well worth the expense for the professional appearance of reports and 

output. Ash-Ton Auctions should invest in a software system. An added benefit 

for the system is the storage ability of the information. This could increase the   
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storage ability of the company. Keeping this information electronically would be 

beneficial in the future. 

  

# of Workstations  |(If you are not using multi- | Rental Plan Outright] 

**See Below**  |harcel capabilities, ordon't | By Month Purchase 

# Of Parcels 

What is Multi-Parcel? 

know what this is, then 
please ignore this column.) 
  

1 Workstation Up to 5 Parcels ETT $1,100.00 
  

2 Workstations Up to 15 Parcels $70.00 $1,550.00 
  

3 Workstations Up to 35 Parcels y a 280.00 $1,900.00 
  

4 Workstations Up to 55 Parcels ali ~ $90.00 $2,150.00 
  

5 Workstations   Up to 75 Parcels $95.00 $2,375.00 
  

6+ Workstations 76+ Parcels 5 Click Here $i $ Click Here         

e STANDARD OPERATING PROCEDURES 

Since the beginning, there have been no set procedures for any of the positions 

needed at an auction. Standard Operating Procedures, set rules, need to be in 

place for instances when the ordinary personnel cannot be involved in an 

auction. Written procedures need to be on hand so fill-in personnel can do the 

positions correctly and all pertinent information is handled properly. 

Besides the auctioneers, there are three positions that need written procedures 

in place to ensure proper functioning. 

SIGN-IN CLERK- The sign-in clerk is responsible for attaining all pertinent 

information from the buyers at the auction sale. 

1. On the day at the sale, the sign-in clerk should arrive at the sale site 90 

minutes before the sale to prepare.  
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2. The sign-in clerk needs to gather the forms to collect buyer information. The 

forms that will be needed are the sale sign-in sheets, bid cards with 

corresponding numbers, absentee bid sheets, tax information forms, 

business cards, auction item lists and flyers for future auctions. 

When an interested buyer arrives, the sign-in clerk collects information for 

the sign-in sheet. The clerk must collect the buyer’s name, address, phone 

number, driver’s license number, and tax exempt information. All of this 

information must be collected for future use. State and Federal forms are 

required to have this information. 

The buyer is then given a bid card with the corresponding number from the 

sign-in sheet. 

5. At the end of the sale, the sign-in clerk should put all information collected 

into the sale file for proper storage and future use. 

SALE CLERK- The sale clerk collects the information from the sale as it happens. 

During the sale, the clerk is responsible of recording the transactions that are 

taking place. 

1. Prior to the sale beginning, the clerk should gather the supplies they will 

need during the sale. The clerk will need clerking sheets in a holder, enough 

for all items, pens, and information on lot numbers and item descriptions, if 

available.  
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The clerk should list the item description, the lot number, the buyer number 

and sale amount for the item. 

The clerk needs to concentrate during sale so as not to miss any of the 

pertinent information. 

As the clerk finishes a clerking sheet, these need to be sent to the cashier 

quickly for further processing. 

At the end of the sale, the clerk needs to make sure all clerking sheets are 

turned in to the cashier. 

CASHIER-The cashier is responsible for collecting all payments at the end of the auction. 

1. Prior to the auction, the cashier needs to collect all supplies and equipment 

for use during the sale. 

The cashier needs to know any pertinent information, including which buyers 

are tax exempt. 

As the clerking sheets come in, the cashier needs to process these sheets 

thoroughly. 

First, the sheet needs to be totaled. The sheet then needs to be separated. 

One copy of the sheet goes in the sale file. One copy goes in the client’s file. 

The hard ticket copies are separated for each item and filed in the card box 

under the appropriate buyer’s number.  



As each buyer checks out, the cashier needs to total all the tickets for 

purchased items. The cashier should ensure all tickets belonging to the buyer 

are in the card box. 

. The cashier will total the tickets and request payment. The cashier will 

accept payment. After payment, the cashier will give the buyer their receipt. 

The cashier will verify all tickets have been paid. 

At the end of the sale, the cashier will total all clerking sheets to determine 

the total amount of payments that should have been received. 

. The cashier will balance the total from the clerking sheets and with the total 

10. 

payments received. Any discrepancies will be reported immediately to 

auctioneer. Any buyer leaving without paying will be reported immediately 

to auctioneer. 

The cashier will bundle payments and deliver with paperwork to auctioneer. 

These Standard Operating Procedures need to be put into place for every position in the 

auction company. Everyone needs to know the exact responsibilities of each position 

prior to each sale. 

MARKETING PLAN 

e SWOT ANALYSIS  



STRENGTHS 

The strengths of Ash-Ton Auctions include the experience of the auctioneers. 

Ron Ellis and Paul Ellis have been working with area auctioneers for over 30 years. 

They have done every job involved in an auction. The experience they bring to the 

company is incredible. Both men know exactly what needs to be done, the best way 

to get it done and how to get it done economically. Both men have been involved 

with antiques and collectibles for many years. Paul Ellis ran an antique store for 

several years in Rockville, Indiana. Ron Ellis has been a member of American 

Numismatic Association, for coins, for seven years. He has been an avid coin 

collector since childhood. 

Strength would be the fact that the auctioneers are well known and well 

respected in the community. Paul Ellis has lived in Rockville, Indiana for over 40 

years. Ron Ellis has lived in Parke and Vermillion County his entire life. Paul Ellis has 

worked at a group home for mentally handicapped people, an antique store, a 

flower store, at the local high school with the handicapped students, and as a 

preacher in his church. Ron Ellis has worked at local restaurants and then became a 

corrections officer at the prison in Rockville, Indiana. He has also recently begun 

preaching part-time at his church. Neither man can go out to the store or gas 

station without someone asking them a question about an auction or an item they 

may have in their home. 

Strength of Ash-Ton Auctions would also be the location. They are not located in 

direct competition from the auction houses in Terre Haute, Indiana. Some people in  



Parke and Vermillion Counties do not want to work with auctioneers in Vigo County. 

It is a perception of big city versus rural community. Parke County is known as a rural 

community and using a barn as the auction house helps emphasize the downhome 

atmosphere be perpetrated. 

The last strength would be the family oriented company. Everyone in the family 

is working for this company to succeed. It has great potential to benefit the entire 

family. 

WEAKNESS 

One of the weaknesses is also a listed strength. The company being a family 

affair is a weakness. When a problem occurs in the family it can affect the company. 

A family member may become ill, or God forbid, pass away meaning everyone would 

not be able to participate in an auction. The company would have to put off work 

during the grieving period. Also, all families have their problems. Sometimes, 

arguments or misunderstandings happen causing delays or setbacks in work. 

Communication can also be a weakness of this company. This also connected to 

the family aspect. Some personnel may assume others know what is going on in the 

work schedule or some may not communicate a needed and expected task to 

others. Communication is needed in every company and sometimes this is lacking in 

Ash-Ton Auctions. 

Quality of merchandise can be a weakness. Ash-ton Auctions does take all types 

of items for sale. The company does want to a well respected auction company and 

poor items can tarnish that viewpoint. The auctioneers need to set a standard for  



items to be sold so the auction company does not become known for “trashy stuff”. 

The auctioneers need to let poor items be taken to other companies to keep a good 

standard of items for sale. 

OPPORTUNITY 

The current economy is a large opportunity. These economic times are 

changing everyone’s attitude toward the idea of throwing away unwanted or 

unnecessary items. In the past, when people no longer needed items, the item 

would be tossed out with the trash. Now with people looking for ways to make 

extra money, these items can be auctioned off to others at a profit. This process 

makes money for the owner and saves money for the buyer as they do not have to 

pay retail for an item they need. Ash-Ton Auctions could market the advantage of 

this process to people that need to get rid of items and people in search of items at 

lower prices. 

Ash-Ton Auctions could also market the idea that sending items to auction is also 

a fine way to reduce, reuse, and recycle. The seller is not only making money off the 

process, they are also reducing that amount of unused items in their home. They 

are recycling by giving someone else the opportunity to use the items. They are also 

reducing the need for more items to be produced. The buyers are also reducing the 

need for more items to be made by continuing to use existing items. This process is 

good for the planet. This benefit could be marketing strategy to explore. 

The new service of appraisals is a big opportunity. The auctioneers could explore 

emphasizing this service to clients and area attorneys. Once the auctioneers have  



had the opportunity to look at the item and speak to the owner, they could foster 

that relationship into later becoming the auctioneer that the clients allow to sell the 

item. The auctioneers could foster relationships with local attorneys to do 

appraisals for legal reasons and could use that to become the auction company that 

attorney uses to liquidate the estate. 

Ash-ton Auctions could explore the new wave of allowing the auction to be 

broadcast on the internet and allowing internet users to bid from the comfort of 

their computers. Larger companies are beginning to use this process. It is called a 

“live and internet auction”. It seems to be a coming swing in the auction business. 

Ash-Ton Auctions may try to explore this new process bring in more buyers. 

THREATS 

The biggest threat for Ash-Ton Auctions is the vast amount of competition in the 

surrounding area. In the Tri-County area, including Parke, Vermillion, and Vigo 

Counties, there are 43 auctioneers and 10 auction houses. Ash-ton Auctions needs 

to separate themselves from the pack. Ash-Ton Auctions should become known for 

phenomenal customer service, integrity and knowledge. Some of the competition 

has been in the area for years. Ash-Ton Auctions needs to set them above the 

competition by doing more for their customers. 

Ash-Ton Auctions have the threat of people just wanting to cut back in spending. 

People may come to an auction to save money. They may also decide not to go to an 

auction because they do not want to spend money. During an auction, buyers can 

get excited and spend far more money than expected. To deter this from happening,  



some buyers have cut back on the amount of auctions they attend. Some buyers 

had become permanent bidders. After spending too much or a holiday or a financial 

situation, they stopped coming to the sales. When asked if there was a problem, it 

became apparent the economy had interfered with their attendance. This shows 

that the economy is an opportunity and a threat at the same time. 

PORTER'S FIVE FORCES 

Power of Suppliers--Low 

The suppliers have some power because they can take their items to other auction 

companies. There are many different sellers with many different items to offer. 

There could be an endless supply of suppliers with the right marketing plan to 

attract them to Ash-Ton Auctions. 

Power of Buyers—High 

The buyers have an abundant amount of power. If they do not come to the auction, 

the items will sell for a smaller price or may not sell at all. The more buyers that 

attend an auction, the better the prices the auctioneer will receive for items. With 

good advertising, the more buyers the company will have at the auction. 

Threat of New Entrants—Moderate 

The threat for new people to come into the industry is moderate. People may want 

to enter the industry but there are certain schooling and licensing procedures that 

must be followed. There are certain rules and regulations that must followed to 

keep everyone doing business on an equal playing field. 

Threat of Substitutions—Low  
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There is not much threat of substitution for auctions. The buyers will either have to 

pay full retail price for a comparable item, look through classifieds, or go to yard 

sales to find cheaper items. There is some new competition from on-line auctions 

but with that the buyer does not get the opportunity to look at the item in person 

and will have to wait for the item to be shipped. 

Rivalry—High 

The competition between auctioneers can get intense at times especially when huge 

estates become available. Rivalry in auctions is “very much in existence”. Most area 

auctioneers are friendly and supportive of each other until big opportunities become 

available. Getting the best items to auction is the key to enticing the biggest crowds 

of buyers. Auctioneers have been known to lower commissions and expenses to get 

the best items. 

ADVERTISING PLAN 

At the current time, Ash-Ton Auctions advertises in three local newspapers. The 

company places classified ads in the Parke County Sentinel on Wednesday before the 

sale; in the Daily Clintonian on Wednesday and Thursday before the sale and The 

Terre Haute Tribune Star on Wednesday, Thursday, and Friday before the sale. 

There is also a daily small advertisement in the Daily Clintonian to attract sellers and 

items. 

Both auctioneers have business cards. Ash-Ton Auctions has purchased 500 

pens with the name and phone numbers.  



Ash-Ton Auctions utilizes the website AuctionZip.com. The time, address, and 

pictures for items can be placed on-line for anyone to see. 

With a larger budget for advertising, Ash-Ton Auctions could expand the 

reach of the company. Advertising could be purchased in larger papers in different 

areas surrounding the auction company. Paris, Illinois has a newspaper that could 

be utilized. Brazil, Indiana has a newspaper that could be utilized. Some people 

have come to sales from these areas, so more may possibly be attracted if 

advertising was concentrated in those areas. 

There is a company, MailSouth that sends advertising and coupons through the 

United State Postal Service, from local companies to the communities you request. 

Depending on the amount of advertising a company wants to pay, MailSouth will 

send out print ads for the local company. Ash-Ton Auctions could decide to spend 

more on advertising. This company could send out a mailer to deliver the message 

of Ash-Ton Auctions and get people thinking about auctions in a better way. The 

price is more than Ash-Ton Auctions has ever spent on advertising but it could give a 

huge boost in buyers and sellers. 

Several businesses in the area have community boards where advertising can be 

placed. Ash-Ton Auctions could take advantage of these boards to attract both 

buyers and sellers. 

During the 2011 Vermillion County Fair, Ron Ellis volunteered his services to the 

Fair Board to help auction off the entrants from the 4-Her’s. The Fair Board 

announced him as being from Ash=Ton Auctions. This was free advertising for the  



company. Ron Ellis also volunteered his services for a Cancer Benefit Auction for 

the American Legion in Clinton, Indiana. The auctioneers could do more volunteer 

work for the community to get free advertising for the company. 

WEB SITE PLANNING 

At this time Ash-Ton Auctions does not have its own website. They are only 

located online at a universal open website for auctioneers to list their auctions and 

items. Ash-Ton Auctions lists all of the auctions and pictures and descriptions of 

items for sale at the website AuctionZip.Com. A person is able to view the 

information on upcoming sales and items for Ash-Ton Auctions and hundreds of 

other auctions. Ash-Ton Auctions needs to implement a plan to set up a professional 

and informative website for current and potential clients and buyers. One place on 

the internet needs to be devoted to the business of informing the public of the 

business of Ash-Ton Auctions. 

A website needs to first fulfill a visitor's immediate needs. It must provide 

information that will fulfill the needs of visitors. The immediate needs of the visitors 

include: 

Can | trust them? 

Are they any good at what they do? 

Will they get the job done? 

There are ways to address these concerns on the website. A website can list the 

licenses held by the auctioneers and the company. The website should also have  



testimonials from previous satisfied customers. The website should also list the 

experience and specialties of the auctioneers. 

Next the website should create a flow of information for the visitor. The website 

should be easy to maneuver and understand. The flow should build on the 

information. The information should be put on different pages to interest and 

inform the visitor. These pages should include upcoming sales, times and places, 

items pictures and descriptions, information on contacting the auctioneers, 

testimonials from clients, pricing of commissions, interesting facts about auctions 

and selling items, an area to leave absentee bids, and frequently asked questions 

about auctions. 

The website should include good visual design, thoughtful user interface, easy 

navigation of pages, and meaningful content. According to different websites, a 

website can be set up by the owner in little to no time. Following a plan, Ron Ellis 

can design and start a website for Ash-Ton Auctions. 

SOCIAL MEDIA PLANNING 

Ash-Ton Auctions should venture into social media marketing. 

Leveraging social media marketing is just plain smart for a small business on a 

budget. Sites that are essential for social media include Facebook, Twitter, 

LinkedIn, and YouTube. These sits are the most trafficked social media sites right 

now. A small business does not have to be involved in all the sites but a profile 

should be set up on all of them. (Roeder, 2012) Social media is fast-moving and 

it is better to be on frequently in very quick bursts than a long time once a week.  
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A small business should use social media to up the “know, like, and trust” 

factor of the company. 

The cost of social media marketing is the investment of time. It does not 

cost to use the social media. The only cost would be the time spent by the 

auctioneer monitoring and interacting on the internet. Now most people are 

involved with a least one social media. Ron Ellis is on the computer several 

hours a night working on auction business. He could extend his time on the 

internet to invest time on the social media part of the marketing plan. 

The company could also use the younger members of the personnel to 

work on the social media. The younger set does have an easier time being 

involved in these technological times. 

 



FINANCIAL ANALYSIS 

CASH FLOW 

The Cash Flow Statement is a key accounting report. This report shows what the 

company has been doing with its cash. This is vital information. This information can 

be used by financial institutions to determine a businesses repayment capability. 

Below is a copy of the Cash Flow Statement for Ash-Ton Auctions for the period 

ending December 31, 2011. (Clinton Color Crafter, inc, 2011) (CUS Business Systems, 

2011) (Indiana Auctionioneers Association, 2011) (Indiana Aucitoneer Commission, 

2011) (Kiefesr Auction Supply Co, 2011) (plan) (plan) 

 



ASH-TON AUCTIONS 

CASH FLOW STATEMENT 

FOR PERIOD ENDING 12/31/2011 

 



CASH FLOW FROM OPERATING ACTIVITIES 

SALES $58,000.00 

LESS PROCEEDS PAYABLE TO CLIENTS 

$43,500.00 

TOTAL SALE PROCEEDS $14,500.00 

LESS SALE EXPENSES $12,000.00 

TOTAL FROM OPERATING ACTIVITIES 

$2,500.00 

CASH FLOW FROM FINANCING 

LOAN PROCEEDS $10,000.00 

LESS LOAN PAYMENTS $1,800.00 

TOTAL FROM FINANCING $8,200.00 

NET INCREASE/DECREASE IN CASH 

$10,700.00 

CASH AT BEGINNING OF PERIOD 

$1,432.00 

CASH AT END OF PERIOD $12,132.00  



The cash flow statement shows that Ash-Ton Auctions would have only made a 

marginal increase in cash flow without the loan. 2011 was a lean year for Ash-Ton 

Auctions. Small sales and bad economy have contributed to the problems of Ash- 

Ton Auctions. 

BALANCE SHEET 

The Balance Sheet for Ash-Ton Auctions shows the important assets and 

retained earnings that the company owns. The Balance Sheet is an accounting 

report used by potential investors to discover the total look of the company. 

 



ASH-TON AUCTIONS 

BALANCE SHEET 

PERIOD ENDING 12/31/2011 

ASSETS 

CURRENT ASSETS 

CASH $12,132.00 

SUPPLIES $1,500.00 

PREPAID 

INSURANCE $1,200.00 

TOTAL $14,832.00 

NON-CURRENT ASSETS 

VEHICLES $2,000.00 

OFFICE EQUIP $1,300.00 

DISPLAY EQUIP $950.00 

TOTAL $4,250.00 

TOTAL ASSETS $19,082.00 

LIABILITIES 

CURRENT 

LIABILITIES 

TAXES PAYABLE $3,600.00 

NON-CURRENT LIABILITIES 

LOAN $10,000.00 

OWNER'S EQUITY 

RETAINED 

EARNINGS $5,482.00 

TOTAL LIABILITIES 

AND EQUITY $19,082.00  



The balance sheet of Ash-Ton Auctions shows that the company does own much 

equipment and supplies. The company could get through the entire year of 2012 

without buying new equipment if it does not change any processes. The balance 

sheet would look good to future investors showing cash in the bank and equipment 

that can be used in the business. A good balance sheet is actually not a good look at 

a business. A balance sheet can be padded with things that do not really help the 

business produce profits. 

PROFIT/LOSS 

The profit and loss statements give financial institutions and potential investors a 

good view of how the company is doing for a larger period of time. A profit and 

loss statement can be for short periods if the company wants to appear good 

and it may not be in good shape in the past. A good view should consist of a 

least 5 years of past profit and loss statements. A look of the Ash-Ton Auctions 

profit and loss statements shows the company has not made a profit for the 

owners since the beginning of the company. 

 



ASH-TON AUCTIONS 

PROFIT/LOSS STATEMENT 

PERIOD ENDING 12/31/2011 

INCOME 

EXPENSES 

ADVERTISING 

LICENSE AND INSURANCE 

UTILITIES 

SUPPLIES 

TOTAL EXPENSES 

OVERALL TOTAL 

S$ 14,500 

$8,316 

$1,900 

S 2,043 

S 2,345 

S$ 14,604 

-5104. 

 



PROFIT/LOSS STATEMENTS 

PERIOD COVERING PAST 5 YEARS 

$104.00 

$2045.00 

$983.00 

S$ 3068.00 

$8,213.00 

ASH-TON AUCTIONS STARTED IN 2007. WHICH MAY HAVE CONTRIBUTED TO THE HUGE 

LOSS THAT YEAR. MOST OF THE COMPANY’S STARTUP COSTS AFFECTED THE LOSS. 

A financial institution or potential investor would not be impressed with the profit and 

loss statements of Ash-Ton Auctions. Most companies do have losses in the first years of 

business.  



LONG TERM IMPLEMENTATION 

This business plan should be put into place in the next 6 months. Ash-Ton Auctions 

needs to take control of the future. This plan would help the business to increase and turn the 

corner on the profit/loss statement. The loan proceeds should be used to put these advertising 

and software systems into place. The Website and social media plans should also be put into 

place in the next two months to increase knowledge of the company by the public. The 

company needs to increase public recognition and increase buyers and sellers to increase 

revenue. 

In one year, a new look should be done to determine if all the plans are working in 

proper aspects for Ash-Ton Auctions. If any of the plans are not working properly they should 

be changed or abandoned. The company needs to put everything into action to bring about a 

great future for the company and the family involved. 
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